


















Multiple Award Schedule Multiple Award Schedule 
(MAS) & GSA GWAC Program(MAS) & GSA GWAC Program

Presentation to the
Acquisition Advisory Panel

July 12, 2005

Roger Waldron, DirectorRoger Waldron, Director
Acquisition Management CenterAcquisition Management Center

Federal Supply ServiceFederal Supply Service

Attachment 1



22

A SCHEDULE ISA SCHEDULE IS……
•• A Commercial CatalogA Commercial Catalog

•• Multiple Awards for Multiple Awards for 
Varying RequirementsVarying Requirements

•• Volume Discount PricingVolume Discount Pricing

•• The The Multiple Award Multiple Award 
Schedule (MAS) ProgramSchedule (MAS) Program
is also known as the is also known as the 
Federal Supply Schedule Federal Supply Schedule 
ProgramProgram or the or the GSA GSA 
Schedules ProgramSchedules Program
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•• Established underEstablished under----
•• 41 U.S.C. 251, et seq. 41 U.S.C. 251, et seq. -- Title III, Administrative Title III, Administrative 

Services Act of 1949Services Act of 1949

•• 40 U.S.C. 501, et seq. 40 U.S.C. 501, et seq. -- Services for Executive Services for Executive 
AgenciesAgencies

•• Meets CICA "competitive procedures" underMeets CICA "competitive procedures" under----
•• 41 U.S.C. 259(b)(3)(A)41 U.S.C. 259(b)(3)(A)

AUTHORITY FOR MASAUTHORITY FOR MAS
Attachment 1
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•• GSA uses commercial item IDIQ contracts using GSA uses commercial item IDIQ contracts using 
FAR Part 12FAR Part 12

•• Determines contractor responsibility IAW FAR 9.1Determines contractor responsibility IAW FAR 9.1

•• Negotiates and approves an acceptable Negotiates and approves an acceptable 
Subcontracting PlanSubcontracting Plan

•• Negotiates and awards fair and reasonable pricing Negotiates and awards fair and reasonable pricing 
based on the firm's Most Favored Customer ratesbased on the firm's Most Favored Customer rates

•• Evergreen contracts (5Evergreen contracts (5--year base period + three 5year base period + three 5--
year options)year options)

•• Continuous open solicitation policyContinuous open solicitation policy

IN AWARDING MAS CONTRACTSIN AWARDING MAS CONTRACTS
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•• MAS negotiation objective is to receive prices that are MAS negotiation objective is to receive prices that are 
equal to or betterequal to or better than a company's best customer than a company's best customer 
with comparable requirements (GSAM 538.270).with comparable requirements (GSAM 538.270).

•• Offerors are required to submit their commercial sales Offerors are required to submit their commercial sales 
and discount practices using the standard format.and discount practices using the standard format.

•• Economic Price Adjustment clause allows price Economic Price Adjustment clause allows price 
change IAW commercial practice (GSAM 552.216change IAW commercial practice (GSAM 552.216--70).70).

•• Contractor may offer orderContractor may offer order--level price discount w/o level price discount w/o 
triggering mandatory acrosstriggering mandatory across--thethe--board price reduction board price reduction 
(GSAM 552.238(GSAM 552.238--75).75).

MOST FAVORED CUSTOMER MOST FAVORED CUSTOMER 
(MFC) PRICING(MFC) PRICING
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MAS Schedule SalesMAS Schedule Sales
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Services v. Products in MASServices v. Products in MAS

ProductsProducts
32%32%

ServicesServices
59%59%

BothBoth

9.2 million items; 14,689 contracts (May 2005)

FY04
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Small Businesses in MASSmall Businesses in MAS
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FAR 8.405-2  Ordering Procedures for 
Services Requiring a Statement of 
Work

FAR 8.405-1  Ordering Procedures for 
Supplies and Services Not 
Requiring a Statement of Work

SERVICESSERVICES

PRODUCTS PRODUCTS 
& SIMPLE & SIMPLE 
SERVICESSERVICES

2 TYPES OF MAS ORDERING 2 TYPES OF MAS ORDERING 
PROCEDURESPROCEDURES
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Survey the GSA Advantage! or review at least 3 Survey the GSA Advantage! or review at least 3 
Schedule catalogs/pricelistsSchedule catalogs/pricelists

Place orders w/ Schedule contractor representing the Place orders w/ Schedule contractor representing the 
best valuebest value

if order amount exceeds MOT or when 
establishing a BPA,

Review additional catalogs/pricelists 
and seek price reductions

PRODUCTS AND PREPRODUCTS AND PRE--DEFINED DEFINED 
SERVICES NOT REQUIRING A SOW SERVICES NOT REQUIRING A SOW 

(FAR 8.405(FAR 8.405--1)1)
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SERVICES REQUIRING A SOW SERVICES REQUIRING A SOW 
(FAR 8.405(FAR 8.405--2)2)

Prepare a RFQ that includesPrepare a RFQ that includes----
a. SOW (PBSOW, FFP preferred) anda. SOW (PBSOW, FFP preferred) and
b. Evaluation Criteriab. Evaluation Criteria

Transmit the RFQ to at least 3 contractors (or IAW Section 803 Transmit the RFQ to at least 3 contractors (or IAW Section 803 
if for DoD) (Provide RFQ When Requested) if for DoD) (Provide RFQ When Requested) 

Evaluate Responses and Place OrderEvaluate Responses and Place Order

if order amount exceeds MOT or when establishing a 
BPA,

Provide RFQ to Additional Contractors and Seek 
Price Reductions

Attachment 1
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National Defense Authorization Act for National Defense Authorization Act for 
FY02 Section 803FY02 Section 803

•• Additional requirement for orders of services Additional requirement for orders of services 
exceeding $100,000 exceeding $100,000 using DoD fundsusing DoD funds

•• DFARS 208.404DFARS 208.404--70 requires CO to provide 70 requires CO to provide 
fair noticefair notice----

•• to as many Schedule contractors as practicable to as many Schedule contractors as practicable 
to reasonably ensure that offers will be received to reasonably ensure that offers will be received 
from at least 3 contractors, orfrom at least 3 contractors, or

••by posting RFQ on by posting RFQ on "e"e--Buy"Buy"

Attachment 1
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OTHER MAS ISSUESOTHER MAS ISSUES

•• Establishment of MAS BPA (FAR 8.405Establishment of MAS BPA (FAR 8.405--3)3)

•• Price Reductions (FAR 8.405Price Reductions (FAR 8.405--4)4)

•• Small Business (FAR 8.405Small Business (FAR 8.405--5)5)
••May take credit toward socioMay take credit toward socio--economic goalseconomic goals
••GSA Acquisition Letter (VGSA Acquisition Letter (V--0505--12) provides 12) provides 

additional guidanceadditional guidance

•• Industrial Funding Fee (0.75%)Industrial Funding Fee (0.75%)
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GSA eGSA e--ToolsTools

• GSA Advantage!® on-line shopping source 
featuring 9.2 million items9.2 million items
•• www.gsaadvantage.govwww.gsaadvantage.gov

•• ee--BuyBuy solicitation posting system (meets solicitation posting system (meets 
DoD Sec. 803)DoD Sec. 803)
•• www.gsa.govwww.gsa.gov//ebuy.ebuy.

•• ee--LibraryLibrary lists all active schedule contracts lists all active schedule contracts 
(43 Schedules)(43 Schedules)
•• www.gsa.govwww.gsa.gov//gsaelibrarygsaelibrary
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Online Training Online Training (www.fsstraining.gsa.gov)
?? SelfSelf--paced Courses on Schedules, GWACs, and paced Courses on Schedules, GWACs, and 

Cooperative PurchasingCooperative Purchasing
?? GSA Schedule Order Checklist GSA Schedule Order Checklist 

Classroom TrainingClassroom Training
?? CEUs, Accredited InstructorsCEUs, Accredited Instructors

Public SpeakingPublic Speaking
?? ConferencesConferences
?? GSAGSA’’s Annual EXPOs Annual EXPO

TRAINING & EDUCATIONTRAINING & EDUCATION

FSS Center for Acquisition ExcellenceFSS Center for Acquisition Excellence

Attachment 1
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GSA Contract Management Center GSA Contract Management Center 

•• Operational guidance and contractor oversightOperational guidance and contractor oversight
–– Contractor Report Card ManagementContractor Report Card Management

•• Scope ReviewScope Review
•• Performance Measures, Financial, and National Performance Measures, Financial, and National 

Business PlansBusiness Plans
•• Fee Management (Currently 0.75% for both MAS & Fee Management (Currently 0.75% for both MAS & 

GWAC)GWAC)
•• Programs Management and support Programs Management and support 

–– MASMAS
–– Global SupplyGlobal Supply
–– Vehicle AcquisitionVehicle Acquisition
–– GWACsGWACs

Attachment 1
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Governmentwide Acquisition 
Contract (GWAC) Defined

••Task/deliveryTask/delivery--order order 
contract for IT established contract for IT established 
by one agency for by one agency for 
governmentwide usegovernmentwide use

••Authorized by Authorized by §§5112(e) of 5112(e) of 
the Clingerthe Clinger--Cohen ActCohen Act

••Operated by an executive Operated by an executive 
agent designated by the agent designated by the 
OMBOMB

••Economy Act Not Economy Act Not 
ApplicableApplicable

Attachment 1
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FAIR OPPORTUNITY UNDER FAIR OPPORTUNITY UNDER 
MULTIPLE AWARD CONTRACTSMULTIPLE AWARD CONTRACTS

• The CO must provide each awardee a fair 
opportunity to be considered for each order 
exceeding $2,500

• CO exercises broad discretion
• Not required to contact all awardees
• But, CO MUST:

– Tailor procedures and include procedure in solicitation
– Consider cost & price

• CO should consider:
– Past performance
– Impact on other orders
– Min. order requirements

Attachment 1
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ACCESSING THE GWACSACCESSING THE GWACS

•• Assisted ServicesAssisted Services
–– GSA manages the Task Order acquisition on behalf of the GSA manages the Task Order acquisition on behalf of the 

Federal agencyFederal agency

•• Direct Order Direct Bill AuthorityDirect Order Direct Bill Authority
–– Customer manages entire task order acquisition after Customer manages entire task order acquisition after 

receiving Delegation of Authorityreceiving Delegation of Authority
•• PrePre--awardaward
•• Post AwardPost Award
•• Close out Close out 
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GSA GWAC CENTERSGSA GWAC CENTERS
ANSWERANSWER
MillenniaMillennia

AlliantAlliant
ITOP IIITOP II

HUBZoneHUBZone
8(a) STARS8(a) STARS
Alliant SBAlliant SB

VETSVETS

Millennia LiteMillennia Lite
Smart CardSmart Card

Enterprise GWAC Center
San Diego, CA

Small Business GWAC Center
Kansas City, MO

Greater Southwest Acquisition 
Center
Fort Worth, TX
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ORDER TYPEORDER TYPEAWARDSAWARDSCEILINGCEILINGDESCRIPTIONDESCRIPTIONPROGRAMPROGRAM

FP, T&M4$1.5bSecuritySmart Card

FP, CR, 
T&M/LH

33$20bIT Planning; high-end 
services; mission support; 
systems migration

Millennia 
Lite

New, set-asideVETS
20 est.$15bNew, set-asideAlliant SB

FP, T&M/LH432$15bSet-aside8(a) STARS
FP, T&M/LH34$2.5bSet-asideHUBZone

FP, CR, 
T&M/LH

26$10bUsed to be DOT contract; 
sunset in 2006

ITOP II

20 est.$50bWill replaces ANSWER & 
Millennia

Alliant
FP, CR9$25bLarge IT projectsMillennia
FP, T&M/LH10$25bFull IT servicesANSWER

GSA GWACsGSA GWACs
Attachment 1
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SALES UNDER GSA GWACSSALES UNDER GSA GWACS

•• FY04 combined GSA GWAC purchases FY04 combined GSA GWAC purchases ----
$3,026,515 $3,026,515 

•• As of May 2005 As of May 2005 ---- $2,153,018 (16% $2,153,018 (16% 
increase over the previous year)increase over the previous year)
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ANSWER

GWAC USAGE BY AGENCY

2,651 Projects awarded
$3.7 Billion Obligated

16%

28%

19%

30%

6%

.06%

1%
.04%

Civilian Agencies Navy Air Force Other

Army Dept of State Dept Homeland Dept of Defense
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32%

6%

24%

6%

15%

3%

14%

Civilian Agencies NASA Navy Air Force

Army Dept of State Dept of Defense

GWAC USAGE BY AGENCY

Millennia 102 Projects awarded
$4.03 Billion Obligated
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19%

10%

5%7%

26%

18%
4.5% .5%

9%

1%

Civilian Agencies Dept of Transportation Dept of Defense
Navy Air Force Other
Army NASA Dept Homeland
Dept of Justice

GWAC USAGE BY AGENCY

ITOP II 173 Projects awarded
$2.66 Billion Obligated
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Army
22%

Navy
23%

Air Force
22%

Civilian Agencies
29%

DOD
3%

DHS
1%

GWAC USAGE BY AGENCY

Millennia Lite 1,388 Projects awarded
$2.04 Billion Obligated
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GSA MAS & GWAC GSA MAS & GWAC -- SummarySummary

AGENCY AGENCY 
CUSTOMERCUSTOMER

INDUSTRYINDUSTRY

SIMPLIFIED SIMPLIFIED 
PROCESSPROCESS

Volume Discount via  Volume Discount via  
LeverageLeverage
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Pre-Decisional Material, Exempt from Public Release under FOIA

Future Acquisition       
and Technology 

Workforce Study (1999)

July 12, 2005

Joe Johnson
Director Strategic Planning 

Defense Acquisition University
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Pre-Decisional Material, Exempt from Public Release under FOIA

Background

•Section 912 (c), National Defense 
Authorization Act of 1998 directed the 
Secretary of Defense to submit to 
Congress an implementation plan to 
streamline acquisition organizations, 
workforce, and infrastructure.

•Many study groups formed to address 
different issues.



3

Pre-Decisional Material, Exempt from Public Release under FOIA

Charter of future Acquisition & 
Technology workforce study group

•“describe performance characteristics 
and training requirements of a future 
A&T workforce.”

•Product to Under Secretary of 
Defense A&T by Dec 15, 1999
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Pre-Decisional Material, Exempt from Public Release under FOIA

Methodology
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Actions
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Workforce

Depict Future 
Environment

Global
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Specific
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Retiring
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Pre-Decisional Material, Exempt from Public Release under FOIA

Future A&T Environment

Examples of Global Trends
(impacts entire federal workforce)

• Smaller workforce
• Older workforce
• Commercial business 

orientation
• More generalists
• Information technology
• Knowledge management
• Cross-functional teaming

Examples of Emerging 
Acquisition Practices

• Competitive sourcing
• Integrated Paperless 

Acquisition
• Performance-based           

contracting
Interoperability

• Price-based acquisition
• Commercial-Military 

Integration
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Pre-Decisional Material, Exempt from Public Release under FOIA

Future Functions

• Activities workforce must perform to implement 
acquisition & logistics reforms and new practices 

• 102 future functions derived from the future environment
• Examples of future functions:

– Use simulation based acquisition to identify design issues 
and risks

– Perform CAIV analysis
– Operate in a commercial environment (e.g., common 

specs & standards; commercial accounting standards; 
performance based solicitations; FAR Part 12 acquisitions)

– Conduct market research of national technology base
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Pre-Decisional Material, Exempt from Public Release under FOIA

A&T Workforce Competencies

Competencies
(what workforce must know or do to

carry out acquisition functions)

FunctionalUniversal

•Unique to career field(s)

•Functionally oriented

• Personal / Organizational /
Leadership / Management

• Applicable to all
• Enhance ability to operate in a 

changing & uncertain environment
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Pre-Decisional Material, Exempt from Public Release under FOIA

Proposed A&T Universal Competency Model

Service Motivation
Conflict Management 
Cultural Awareness 

Team Building
Entrepreneurship

Technological Management
Partnering

Political Savvy 
Creativity / Innovation (T)

External Awareness 
Strategic Thinking 

Vision

Continual Learning 
Accountability

Customer Service
Problem Solving

Technical Credibility
Financial Management

Human Resource Management
Influencing / Negotiating

Interpersonal Skills 
Oral Communication 

Written Communication
Flexibility (T)
Resilience (T)

Decisiveness (T) 
Integrity / Honesty (T)

Service Motivation
Conflict Management 
Cultural Awareness 

Team Building
Entrepreneurship

Technological Management
Partnering

Political Savvy 
Creativity / Innovation (T)

External Awareness 
Strategic Thinking 

Vision
External Awareness 
Strategic Thinking 

Vision

Continual Learning 
Accountability

Customer Service
Problem Solving

Technical Credibility
Financial Management

Human Resource Management
Influencing / Negotiating

Interpersonal Skills 
Oral Communication 

Written Communication
Flexibility (T)
Resilience (T)

Decisiveness (T) 
Integrity / Honesty (T)

Continual Learning 
Accountability

Customer Service
Problem Solving

Technical Credibility
Financial Management

Human Resource Management
Influencing / Negotiating

Interpersonal Skills 
Oral Communication 

Written Communication
Flexibility (T)
Resilience (T)

Decisiveness (T) 
Integrity / Honesty (T)

Service Motivation
Conflict Management 
Cultural Awareness 

Team Building
Entrepreneurship

Technological Management
Partnering

Political Savvy 
Creativity / Innovation (T)

Entry
Mid-Level

Senior

(T) indicates “Traits”
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Pre-Decisional Material, Exempt from Public Release under FOIA

A&T Workforce Competencies

Competencies
(what workforce must know or do to

carry out acquisition functions)

FunctionalUniversal

•Unique to career field(s)
•Functionally orientated

• Personal / Organizational /
Leadership / Management

• Applicable to all
• Enhance ability to operate in a 

changing & uncertain environment
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Pre-Decisional Material, Exempt from Public Release under FOIA

Functional Categories Included

• Program Management

• Communications –
Computer Systems

• Business, Cost 
Estimating & Financial 
Management (BCEFM)

• Contracting

• Industrial and/or Contract 
Property Management

• Auditing*

• System Planning, 
Research, Development & 
Engineering

• Test and Evaluation

• Acquisition Logistics

• Manufacturing, Production 
& Quality Assurance

• Science and Technology**

• Sustainment**

* Not in this study/will be included in follow-on phase

** Not currently a DAWIA career management field
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Pre-Decisional Material, Exempt from Public Release under FOIA

Functional Competency Results

• Team consisted of functional  board 
representatives.

• Clean sheet approach
• Developed 435 detailed functional 

competencies
– Mix of new and existing competencies 
– Can be grouped by themes to indicate key 

future focus areas
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Pre-Decisional Material, Exempt from Public Release under FOIA

Examples of Themes Among 
Functional Competencies

• Commercial Practices
• Market Research
• Cost as an independent 

variable
• Total Ownership Cost
• Integrated product and 

process teams
• Simulation-based 

acquisition

• Business Analysis 
techniques

• Supply Chain 
Management

• Open architecture
• Performance-based 

acquisition
• Commercial & non-

development items
• Software development
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Pre-Decisional Material, Exempt from Public Release under FOIA

Functional Competency Results

• Competencies captured in an interactive database 
that links:

• Database arrays competencies by career field / area
• Very useful capability in follow-on implementation

future trends

future functions

competencies
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Pre-Decisional Material, Exempt from Public Release under FOIA

Environmental
Trend

(what ATWF will face)

Function
(ATWF Activities)

Competencies
(What ATWF will need to

know, or know how to do)

Applicable
to:

Understand basic market
research techniques

PM,
Contracting,
SPRDE, Acq

Log, &
Sustainment

 Increased
 reliance on
 non-DoD
 Organizations

Conduct market
research &
analysis of the
national base of
technology Understand technology for

a specific business sector

PM,
 SPRDE, &

Sustainment

Increased use of
simulation based
acquisition

Use simulation
based acquisition
to identify design
issues and risks

Determine how to apply
modeling and simulation
when conducting
performance studies,
tradeoff and cost analyses

PM,
BCEFM,

SPRDE &
T&E

Example of the Functional Competency 
Database
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Pre-Decisional Material, Exempt from Public Release under FOIA

Competencies Recommendations

• The DUSD (AR) and DASD(CPP) should determine the 
strategy for incorporating universal competencies into A&T 
development / training programs, considering costs and 
competing demands on workforce – Decentralized 
implementation

• The FIPTs/ OAIPT, with oversight by a Senior Steering Group, 
should:
– Compare the future functional competencies with current 

competencies to determine:
• gaps
• current competencies that can be eliminated

Accomplished by some functional areas



16

Pre-Decisional Material, Exempt from Public Release under FOIA

Overview
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Pre-Decisional Material, Exempt from Public Release under FOIA

Developing the Workforce
• Education: -- Decentralized implementation

– Tuition assistance and degree completion programs should target:
• Foundational business and technical competencies
• Future competencies 

• Training -- Implemented
– Team training increasingly important to impart new skills and break down 

organizational barriers to new practices
– Distributed training

• Competing demands on time of a smaller workforce heighten need for 
modular, distributed, just-in-time training

• DAWIA courses, Continuous Learning and rapid implementation of latest 
initiatives

• Experience – Decentralized implementation
– Rotational /developmental assignments broaden experience and develop 

multifunctional orientation



18

Pre-Decisional Material, Exempt from Public Release under FOIA

Hiring and Retiring

• Hiring – Decentralized implementation
– Intern programs

• Specific business / technical qualifications
• Rotational assignments develop multi-functional outlook

– Student Educational Employment Program (“co-op programs”)
– Feeder Universities: academic programs focused on government needs
– Term hire

• Brings needed competencies and experience into DoD for specified periods
of time

• Intergovernmental Personnel Act a useful program that should be 
expanded to include industry – Legislative language proposed

– Retirements “phased” to avoid rapid loss of experience and make full-
time equivalents (FTE’s) available for new hires

50% workforce
turnover by 2005
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Pre-Decisional Material, Exempt from Public Release under FOIA

Closing Comments

• Vital process

• Sound methodology

• Functional area resistance

• Decentralized execution hinders 
implementation tracking and accountability

Complete report located at:

http://gravity.lmi.org/futurewf/
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Agenda

• Raytheon Intelligence and Information Systems 

• MIRATEK Corporation

• Department of Defense Mentor-Protégé Program

• Raytheon Mentor-Protégé History

• Team Members

• MIRATEK Developmental Assistance Plan

• MIRATEK Enhancements

• Summary
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Raytheon Intelligence and Information Systems

Headquartered in Garland, Texas
• Major Locations

Garland, TX Linthicum, MD Aurora, CO
Landover, MD Springfield, VA Omaha, NE
Reston, VA St. Louis, MO State College, PA
Falls Church, VA

• Employees:  8,800
• 2004 Revenues:  $2.2 Billion
• Leader in technology solutions drawing on capabilities in signal s, 

imaging and geospatial intelligence, air and space-borne command 
and control, ground engineering support, and weather and 
environmental data management 

Attachment 3
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MIRATEK Corporation

?? Hispanic owned 100% small businessHispanic owned 100% small business
?? Headquartered in El PasoHeadquartered in El Paso
?? Founded in 1994Founded in 1994
?? Significant & progressive growthSignificant & progressive growth
?? Successfully diversifiedSuccessfully diversified
?? SDB FirmSDB Firm
?? Postured for further growth  Postured for further growth  

diversificationdiversification
?? Award winning firm with outstanding past Award winning firm with outstanding past 

performance track recordperformance track record 199
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MIRATEK PERFORMANCE

Revenue in Millions
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MIRATEK Corporation

• MIRATEK is currently performing on over 50 contracts with over $25M in 
contract backlog.

• Strategically positioned to provide pro-active technical services to a diverse 
customer base 
– Federal/Government Agency Clients

• Department of Energy/NNSA
• Department of Homeland Security
• Fort Belvoir
• Fort Bliss
• White Sands Missile Range
• Federal Highway Administration
• Environmental Protection Agency
• Air Intelligence Agency
• US Army Space Command
• Madigan Army Medical Center

.  

Attachment 3



-6-

DoD Mentor-Protégé Program - Background
• The Mentor-Protégé Program was 

established by Congress in 1991
– Provide incentives for DoD 

contractors to assist Small 
Disadvantaged Businesses (SDBs) 
in enhancing their capabilities to 
satisfy DoD and other 
contract/subcontract requirements

– Increase the overall participation 
of SDBs as subcontractors and 
suppliers on DoD, other federal 
agency, and commercial contracts

– Foster the establishment of long-
term business relationships
between SDBs and large prime 
contractors

•• ProtProtééggéé FirmFirm
–– AssistanceAssistance
–– Enhanced CapabilitiesEnhanced Capabilities
–– Access to Mentor firm Access to Mentor firm 

resources/capabilitiesresources/capabilities
–– Award of subcontracts by Mentor firmAward of subcontracts by Mentor firm

•• Mentor FirmMentor Firm
–– Reimbursement of developmental Reimbursement of developmental 

assistance costsassistance costs
–– Credit towards SDB subcontracting goalsCredit towards SDB subcontracting goals
–– Award of subcontracts by ProtAward of subcontracts by Protééggéé firmfirm

•• Customer  Customer  
–– More technically enhanced More technically enhanced SDBsSDBs
–– Meet contracting and subcontracting goalsMeet contracting and subcontracting goals

WinWin--WinWin--Win RelationshipWin Relationship
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Raytheon Mentor-Protégé History

Raytheon Intelligence and Information Systems
• 1996 – 1997 (DoD - Credit only)     Protégé:  Strategic Resources, Inc. 

• 1998 – 2001 (DoD - Air Force)        Protégé:  RS Information Systems 
DoD Nunn-Perry Award

• 2002 – Present (DoD - NGA)           Protégé:   MIRATEK Corp.
DoD Nunn-Perry Award  

• 2002 – 2004 (DoD - Credit only)     Protégé:  GeoLogics Corp.

• 2004 – Present (NASA)                    Protégé:  SGT, Inc. 

Raytheon and its Legacy Companies
• 28 Mentor-Protégé Agreements
• 12 DoD Nunn-Perry Awards
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Team Members 

• Raytheon (Mentor)

• MIRATEK (Protégé)

• University of Texas at El Paso (Minority Institution)

• National Geospatial-Intelligence Agency (Sponsor)
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MIRATEK Developmental Assistance Plan

Technology Transfer

Business Dev.

Program Mgmt.

Areas 
of 

Developmental
Assistance

Subcontract Opportunities

Information Assurance/Information Security
GIS, Remote Sensing & Imagery Training
High-End Systems and Hardware Development 

Proposal Development, Bid Process,
Capture Planning, Marketing, Joint Pursuits

Program and Project Management
General Management

Subcontract Awards to Protégé
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MIRATEK Enhancements

• Information Technology
– Information Security Training, Basics & Fundamentals, Intrusion Detection, 

Forensics, Disaster Recovery Plan, and COMSEC related activities
– High End/High Performance Systems, Systems Integration, and Server 

Consolidation

• GIS/Remote Sensing
– Software Training (Geographic Information Systems, Remote Sensing, Oracle, 

JAVA) and deployment of the latest GIS/Image Exploitation Software
– Data model to form MIRATEK’s enterprise GIS 

• General Business Management
– Raytheon Six Sigma Training, Program and Project Management 
– DCAA and DCMA audit guidance 
– Development of a 5-Year Strategic Plan  

• Business Development and Networking Opportunities
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MIRATEK Enhancements

• MIRATEK growth since start of agreement
– Employees:  From 35 to 85 
– Gross Revenues:  From $4.6M to $11.8M 
– Subcontracts Awarded by Raytheon:  $1.4M 
– Contracts Awarded by DoD agencies:  $3.5M to $25.6M 
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DoD Nunn-Perry Award - 2004

The DoD Nunn-Perry award recognizes teams that excelled in Technology Development, 
Cost Efficiencies, & Increased Business Opportunities for SDB’s
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Summary

• Keys to a successful Mentor-Protégé Program
- Synergy
- Commitment
- Communication
- Trusted Relationship

• The DoD Mentor-Protégé Program is very important to the 
development of SDBs.  The program’s objective to increase
DoD and other federal agency contracting and subcontracting
awards to SDBs is being accomplished.

Together, we are fostering long-term business relationships and enhancing capabilities:
A Win-Win-Win for Protégé, Mentor, and Customer
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FRANCHISE HERITAGE

? Conceptualization: The Reinventing Gov’t Effort

? Problem: Administrative Monopolies

? Solution: Competition & Business-like Operation

? Authorization: 1994 GMRA

? Designation: 1996 OMB designated Treasury 

? Establishment: 1997 Treasury Began Operations

? Permanency: 2004 Treasury becomes Permanent



INTENT & CONCEPT

? Intent:  10 years removed, the principle behind the 
Treasury Franchise Fund remains consistent with 
its original intent found in the GMRA:

Provide common administrative services to agencies 
if the agencies determine the services are of greater 
value (cost – delivery – results) than other means.

? Concept:  A shift of paradigm from bureaucratic 
operations to entrepreneurial business methods 
with reliance on market competition



GOALS & VALUE 
PROPOSITION

? Primary Goals:
? Promoting efficiencies in the delivery of admin. 

products and services  
? Eliminating duplicative administrative backroom 

systems and functions.
? Value Proposition:

? New innovation
? Less Red Tape
? Strategic Sourcing

? Market Environment
? Less Redundancy
? Trained / Experienced 

Workforce



KEY OPERATING 
PRINCIPLES

? Competition: The Fund provides services on a fully 
competitive basis.  The businesses are not “sheltered”. 

? Voluntary Exit: Customers are able to “exit”and go 
elsewhere for services after appropriate notification 
and are permitted to choose other providers.

? Full Cost Recovery: The operation is self-sustaining 
and recovers “full costs”as defined by FASAB.  .  

? Dynamic Adjustments:- There is an ability to adjust 
capacity and resources up or down as business rises 
or falls



TREASURY FRANCHISE 
ORGANIZATION

? Our Employees: Over 600 employees nation-wide

? Our Financing:
? Revolving Fund
? No Appropriations
? Reimbursable – Bill to 

collect

? Reasonable Operating 
Reserve

? Standard Private Sector 
Financials

? Our Customers:
7%

93%

Non-Treasury Treasury

? Primarily External to 
Treasury



TREASURY FRANCHISE 
ORGANIZATION

CFO/DCFO

Managing Director

Advisory Board
Bureau of the 

Public Debt
Financial Mgmt.

Service

Administrative 
Resource 

Center

Treasury
Agency
Services

FedSource
Federal

Consulting
Group

Provides Acquisition ServicesProvides Acquisition Services



ADMINISTRATIVE 
RESOURCE CENTER

? 4 Service Lines:  Acct, Travel, HR, and Proc

? OMB Approved Center of Excellence for 
Financial Mgt

? Eliminate
Redundant
Systems

TREASURY CASE STUDYTREASURY CASE STUDY



PROCUREMENT 
SERVICES

? Full Service 
? Simplified Acquisition, Large Contracts, 

Purchase Card Program
? System Platform (PRISM)
? Real-time Interface with Oracle Financials
? 54 FTEs servicing 24 Customers 
? FY 04 Obligations - $580 Million



PERFORMANCE 
STATISTICS

Large Solicitation/
Contracts

Competed Not

67% 33%

Performance Based 
Solicitations/ Contracts: 
(Large Non-Personal Services 
Contracts)

Large Solicitations/ 
Contract Types

58% 42%
Performance Based Not

Firm 
Fixed 
Price

Time & Material 
(Labor-Hour)

FFP &
T&M / L-H
(all IDIQs)

60%
21%

19%
Cost 0%



PERFORMANCE 
STATISTICS

Small Business 
Achievements

Small Business Not

50% 50%

HUBZone

Small &    
Disadvantaged 
Business

Other

8(a)

19%

15%

11%
2%

3%

Small & Disabled 
Vet-Owned SB



? FedSource: A Department of the Treasury 
Franchise  Fund Business

• Administrative services commercial in nature
• Business is federal to federal
• Our creed   “...Work Federal, Think Private..”

? Our Purpose
• Provide an alternative source for the effective delivery of    

selected administrative services
• Leverage the buying power of customers
• Provide services on a fully competed basis
• Provide surge capabilities to meet customer’s needs

Who We AreWHO WE ARE



? FedSource Statistics
• FY-04 Obligations:  $510,000,000
• 77 Full-Time Equivalents supporting 

over 2,500 customers
• FY-04 Operating Percentage:  2.7%
• FedSource Business Management System

interfaces with Oracle
• FPDS-NG interface scheduled for Sept. 2005

? FedSource Service Lines

STATS & SERVCIES

• Project Support
• Document Automation
• Audit Recovery

• Project Management
• Security & Safety
• Construction



Our Core Values
•Business conducted with integrity, honesty, and a high   

standard of ethics
•Compliance with all laws and regulations
•Innovative service delivery
•Sharp customer focus
•Private industry like; efficient, flexible, and 

responsive

“Proper ethical behavior exists on a plane above the law. The law merely 
specifies the lowest common denominator of acceptable behavior.”

-Gene Laczniak, "Business Ethics: A Manager's Primer," 1983

VALUES



FedSource is an “interagency 
contracting organization”.
•FedSource utilizes the “Full Service Acquisition Model.” In other 
words, we do not simply allow an agency to access our contracts, we 
provide “cradle to grave”services to our customers.

The U.S. Department of Census Customer Care Survey provides detailed 
information about our Customer’s evaluation of FedSource.

•FedSource provides value-added services that are beyond those  
available from other government service providers. FedSource Staff  
play a key role in alleviating many of the burdens that are required of 
the customer in the procurement process.

•FedSource provides its services to over150 Treasury customers and 
over 2400 government wide customers with gross revenue of $580 
million

THE FEDSOURCE 
ADVANTAGE



Dedicated, Full-Service 
Acquisition Teams
•Responsive to customer’s needs 
•Offices located nationwide
•Just-in-time contracts
•Efficient, timely, and  customer focused 
services
Cost Effectiveness
•Economies of Scale
•Reduction of contract admin. costs
•Automated invoice processing

THE FEDSOURCE 
ADVANTAGE



External Audit Controls
• Annual independent audit of financial statements have 

resulted in unqualified opinions
• Audit reports focus on three key areas: financial statements, 

internal controls over financial reporting,  and compliance  
with laws and regulations

Supports and Promotes the Achievement of 
Federal Business Goals and Strategies
• Comprehensive FAR compliant contract vehicles for  diverse service 

& product lines including multiple and 8A sole source awards

Our services allow customer organizations
to focus on their mission!

THE FEDSOURCE 
ADVANTAGE



Strong Commitment to Small Business Goals
•Numerous small business, 8A, HUB Zone, ANC, Veterans, and Women & 

Minority Owned contracts awarded
•Teaming encouraged between large and small businesses

Fosters Cooperation and Trust with the Business Community
•Contracts sustain approximately 150 small businesses nationwide
•Potential volume of $1.5 billion will be returned to small communities through   
small businesses over the next 3-5 years 

Supporting the Local Communities
• Provides over 10,000 contract jobs with many in economically challenged areas
• Providing meaningful careers for individuals with severe disabilities through

NISH contracts

THE FEDSOURCE 
ADVANTAGE



Meeting Fiduciary Responsibilities through Sound 
Financial Management
•Strict adherence to appropriation laws and regulations
•Prompt Payment Act Compliance

FedSource Business Management System (FBMS)
• Our FBMS provides information upon which intelligent 

business decisions can be made and actions taken.
•Our system was designed to provide the following:

• Monitoring of all customer funds obligated and billed;
• Safeguards against waste, loss or improper use of assets;
• Information on the financial status of contracts and task orders; and
• Relevant and consistent data for internal and external reporting

requirements  

THE FEDSOURCE 
ADVANTAGE



FBMS is a modular based software system that allows 
FedSource to utilize current technology to manage its 
daily operations

• Customer Data 

• Finance

• Orders

• Contractors

• Reports

• System Information

• Statistical Analysis

FEDSOURCE BUSINESS 
MANAGEMENT SYSTEM
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